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Abstract How people believe others perceive them often, at least partially,
determines their behavior. This study analyzes how real estate
agents, salespeople as well as brokers, perceive the opinions that
various external groups they serve have of them. In addition, how
real estate agents view each other, how they view themselves
and how they might improve their professional image, are also
examined.
Introduction
Surveys of real estate agents, salespeople as well as brokers, have indicated that
their professional image is a major concern. As a profession matures, concerns
about professional image are natural. A large body of literature exists in sociology
on various general occupational groups, as well as speciﬁc occupations, and where
they rank, vis-a `-vis each other, by samples of the general population. However,
for most occupational groups, how they are perceived by other signiﬁcant (to
them) occupational groups is more important than the opinion of an undeﬁned
general public. Of course, after a profession’s image is ascertained, the next step
is to be concerned with strategy and methods for improving professional image.
However, a baseline must be established ﬁrst, before the magnitude of any
attempted improvements can be accurately estimated.
The purpose of this study is to examine how real estate agents perceive their
professional image. Using a questionnaire format, real estate agents’ perceptions
of how various public groups view their professional competence were collected.
In addition, how real estate agents view each other, themselves and how to
improve their professional image, are also examined.
 Literature Review
Self-evaluations are generally multidimensional. The two major dimensions that
have emerged from previous research are a morality dimension and a competence154  Webb
dimension (Vallacher, 1980; Gecas, 1982; Schwalbe, 1985; and Gecas and Self,
1987). Both constructs have different experiential meanings, but are usually highly
positively correlated (Gecas and Seff). Nevertheless, this study uses speciﬁc
terminology designed to focus the respondent on the competence dimension.
All of the questions, other than those about demographic characteristics, are
prefaced with the word ‘‘professionally’’ or include the phrase ‘‘professional
image.’’ For instance, the questionnaire asks questions about professional image.
Potential responses included the words ‘‘competent,’’ ‘‘incompetent’’ and
‘‘knowledgeable’’ for many of the questions.
In addition, evaluations may differ due to gender (Powell and Jacobs, 1984),
knowledge and skills required to perform a job (Adler and Kraus, 1985) and
occupational class (Brint, 1987), as well as the other demographic characteristics
such as age, education and income. For this study, the results are stratiﬁed by
‘‘years in the real estate business’’ as a proxy for ‘‘knowledge and skills.’’ The
results are also stratiﬁed by age, education, income and gender directly. In
addition, the results are further stratiﬁed by classiﬁcation as a salesperson or a
broker. This is an occupational speciﬁc classiﬁcation that could be construed to
affect the results of a study such as this.
In recent years, the real estate sales business has been widely examined. Webb
(1988) analyzed the assimilation of new services while Jud (1983), Mantrala and
Zabel (1995) and Zumpano, Elder and Bayla (1996) focused on the use of brokers.
Benjamin and Chinloy (1995) examined technological innovation. Ball and Nourse
(1988) examined the conventional residential model, while Zumpano, Elder and
Crellin (1993) analyzed the market for residential real estate brokerage services.
Johnson and Loucks (1986) focused on the effect of state licensing regulations on
the industry, while Johnson, Dotson and Dunlop analyzed service quality
determinants and effectiveness in the real estate industry. Abelson, Kacmar and
Jackofsky (1990) examined brokerage sales staff performance.
This service quality theme in residential real estate brokerage research has become
very frequent. Schoeter (1987) analyzed competition and value-of-service pricing.
This was continued by O’Donnell and Geurts (1995) and Schoeter (1995). The
evaluation of service quality has been reﬁned signiﬁcantly by McDaniel and
Louargand (1994), but especially so by Nelson and Nelson (1995). However, this
is the ﬁrst study to focus on the professional self-image of real estate agents.
 Research Design
The research design utilized in this study was a questionnaire (Adler and Kraus,
1985; and Brint, 1987). A complete copy of the questionnaire is contained in the
Appendix. After a pretesting of ﬁfty individuals, the questionnaire was sent, via
ﬁrst class mall, to 650 randomly selected real estate licensees from a highly
populated midwestern state (Ohio). The cover letter was from the Superintendent
of the Division of Real Estate in the Department of Commerce with a returnInquiry into Self Image of Real Estate Agents  155
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Exhibit 1  Gender and Years in the Real Estate Sales Business
Years Male (%) Female (%) Total (%)
1–5 12.3 6.8 19.2
6–10 9.6 0.0 9.6
11–15 12.3 8.3 20.5
16–20 12.3 12.4 24.7
21–25 8.2 0.0 8.2
26–30 11.0 4.1 15.1
30 1.4 1.4 2.7
Total 67.1 32.9 100.0
Note: There were forty-nine males and twenty-four females in the study.
envelope to the university of the author. A follow-up letter was sent approximately
four weeks later via ﬁrst class mail under the same circumstances.
 Results
Seventy-three usable questionnaires were returned for a response rate of 11.2%
(73/650). The response rate was undesirably low compared to returns normally
achieved in survey research. Although a defense of low response rate based on
the nature of the sample (professional people who are busy, non-homogeneous
and not predisposed to complete a questionnaire) could be made, the important
question is whether the non-response bias is likely to be substantial. Both Ferber
(Brint, 1987) and Wiseman (Schwalbe, 1985) emphasize that more important than
the actual response rate are the reasons for, and implications of, the response rate
obtained. A comparison of individuals who responded to the main survey with
those who responded to the follow-up revealed no signiﬁcant difference.
Therefore, the results are considered relatively unbiased.
Demographics
Exhibits 1 through 5 show the general demographic characteristics of the
respondents. Exhibit 1 contains the gender (sex) and years in the real estate sales
business. Two-thirds of the respondents are male, while one-third are females. In
Ohio, the licensee population is about evenly divided between males and females.
Only two respondents had been in the business over thirty years. The remainder
of the respondents were fairly evenly distributed over the other experience time
periods, except females in the 6–10 year and 21–25 year categories.156  Webb
Exhibit 2  Afﬁliation and Classiﬁcation
Afﬁliation/Classiﬁcation Salesperson (%) Broker (%) Total (%)
REALTOR or Associate 35.2 (25) 46.4 (33) 81.7 (58)
Realtist 1.4 (1) 0.0 (0) 1.4 (1)
Non-REALTOR/Realtist 8.5 (6) 8.5 (6) 16.9 (12)
Total 45.1 (32) 54.9 (39) 100.0 (71)
Note: Thirty-two respondents were salespersons and thirty-nine were brokers. Values in parentheses
are number of respondents.
Exhibit 3  Geographical Location and Marital Status
Location Married (%) Single (%) Divorced (%) Total (%)
Northeast Ohio 35.7 1.4 7.1 44.3
Northwest Ohio 12.9 0.0 0.0 12.9
Central Ohio 17.1 1.4 1.4 20.0
Southwest Ohio 14.3 1.4 1.4 17.1
Southeast Ohio 5.7 0.0 0.0 5.7
Total 85.8 4.2 10.0 100.0
Note: There were sixty married respondents, three single respondents and seven divorced
respondents.
By far, the majority of the respondents were REALTORS or REALTOR Associates
(81.7%), as shown in Exhibit 2. Since REALTORS represent 73% of Ohio
licensees, this is about the right proportion. Only one person was a Realtist and
only twelve people (16.9% of the respondents) were neither. The non-afﬁliated
respondents were evenly divided between males and females. The respondents
were almost evenly divided between salespeople (45.1%) and brokers (54.9%). In
Ohio, brokers are only about 20% of the licensees, so this is a heavy weighting
for brokers.
Exhibit 3 contains the geographical location and marital status of the respondents.
Seven people (10.0%) were divorced, while only three (4.2%) of the respondents
were single. The remaining sixty respondents (85.7%) were married. The heaviest
number of respondents came from the northeast region, which is heavilyInquiry into Self Image of Real Estate Agents  157
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Exhibit 4  Age and Hours Worked Per Week
Hours 25 26–35 36–45 46–55 56–65 65 Total
10 1.4 5.7 0.0 5.7 4.3 17.1
11–20 0.0 0.0 1.4 1.4 1.4 4.2
21–30 4.3 1.4 1.4 4.3 0.0 11.4
31–40 1.4 2.9 8.6 2.9 0.0 15.8
41–50 4.3 4.3 8.6 1.4 2.9 21.5
51–60 2.9 4.3 5.7 5.7 1.4 20.2
60 1.4 5.7 0.0 1.4 1.4 10.0
Total 15.7 24.3 25.7 22.9 11.4 100.0
Note: N  70. Values are percentages.
populated, while the lowest number of responses was from the southeast region,
which is sparsely populated.
The age and the hours worked each week by the respondents are shown in Exhibit
4. No person less than twenty-six years old responded. The respondents are fairly
evenly distributed over the other age groups, except the over sixty-ﬁve years old
group, which is a little lower than the other groups. Just over half of the
respondents (51.4%) work forty-one or more hours per week in the real estate
sales business. Fifteen people (21.4%) work twenty or fewer hours per week.
The level of education and income can often affect responses and are contained
in Exhibit 5. As would generally be expected, those people with more education
had higher incomes. Over half of the respondents (55.6%) earn $50,000 or more
per year. Nine people (12.5%) earn over $100,000 per year. Almost half of the
respondents (45.8%) had a four-year college degree or more of education. Another
twenty-seven people (37.5%) had a two-year college degree or some college, but
not a degree. Only two people had no high school diploma, but one of those earns
over $70,000 per year.
Perceptions of Professional Image
Exhibit 6 contains the respondents’ perceptions to how eight groups of signiﬁcant
others view them, how they perceive other real estate agents and how they perceive
themselves. For this study, the ‘‘signiﬁcant other’’ groups are deﬁned as
homebuyers, home sellers, bank loan ofﬁcers, savings and loan association loan
ofﬁcers, real estate lawyers, real estate appraisers, the general public and public








Exhibit 5  Level of Education and Income
Education Level 10M 10–20M 20–30M 30–40M 40–50M 50–60M 60–70M 70–80M 80–90M 90–100M 100M Total




1.4 2.8 2.8 1.4 0.0 0.0 2.8 1.4 1.4 0.0 0.0 13.9(10)
Some college 1.4 2.8 0.0 1.4 5.6 6.9 2.8 0.0 2.8 2.8 1.5 27.8(20)
Two-year college
degree
0.0 1.4 0.0 1.4 2.8 1.4 1.4 0.0 1.4 0.0 0.0 9.7(7)
Four-year college
degree
0.0 0.0 0.0 2.8 2.8 2.8 1.4 1.4 2.8 1.4 5.6 20.8(15)
Some college, no
graduate degree
1.4 0.0 0.0 1.4 4.2 4.2 1.4 0.0 0.0 0.0 0.0 12.5(9)
Masters degree 0.0 0.0 1.4 1.4 0.0 1.4 0.0 0.0 0.0 0.0 4.2 8.3(6)
Doctoral degree 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0
Other graduate
degree
0.0 0.0 0.0 0.0 2.8 0.0 0.0 0.0 0.0 0.0 1.4 4.2(3)
Total 5.6(4) 6.9(5) 4.2(3) 9.7(7) 18.0(13) 16.7(12) 9.7(7) 4.2(3) 8.3(6) 4.2(3) 12.5(9) 100.0(72)

































































































1.4 1.4 5.6 5.6 8.3 4.2 5.5 5.7 1.4 0.0 3.9 (28)
Poor (Slightly
incompetent)
6.8 11.0 12.5 5.6 26.4 18.1 16.4 15.7 16.7 2.7 13.2 (95)
OK (Gets job
done)
42.5 31.5 34.7 29.0 27.8 36.1 32.8 35.7 13.9 5.5 28.9 (209)
Good (Slightly
knowledgeable)




26.0 26.0 19.4 18.1 5.6 11.0 19.2 15.7 19.4 47.9 20.9 (151)
Excellent (Very
knowledgeable)
0.0 1.4 1.4 1.4 0.0 0.0 1.4 0.0 4.2 31.6 4.2 (30)
Total 100 (73) 100 (73) 100 (72) 100 (72) 100 (72) 100 (72) 100 (73) 100 (70) 100 (72) 100 (73) 100 (73)
Note: Values are percentage except for the values in parenthesis that are number of respondents.160  Webb
Exhibit 7  Condensed Various Group Perceptions
Group
Inferior, Very Poor,
Poor (%) OK (%)
Good, Very Good,
Excellent (%)
Home Buyer 12.3 (9) 42.5 (31) 45.2 (33)*
Home Seller 13.7 (10) 31.5 (23) 54.8 (40)*
Bank Loan Ofﬁcer 23.6 (17) 34.7 (25) 41.7 (30)*
S&L Loan Ofﬁcer 15.3 (11) 29.2 (21) 55.5 (40)*
Real Estate Lawyer 47.2 (34) 27.8 (20) 25.0 (18)*
Real Estate Appraiser 26.4 (19) 36.1 (26) 37.5 (27)
General Public 21.9 (16) 32.9 (24) 45.2 (33)*
Public Ofﬁcial 24.3 (17) 35.7 (25) 40.0 (28)
Other RE Agents 20.8 (15) 13.4 (10) 65.3 (47)*
Self 2.7 (2) 5.5 (4) 91.8 (67)*
Note: Values in parenthesis are number of respondents.
*Signiﬁcantly different from the Inferior, Very Poor and Poor group at the 90% level of conﬁdence or
higher.
to be about the same, with a few exceptions. The respondents felt that real estate
lawyers perceived them as worse than other groups and that home sellers and S
& L loan ofﬁcers perceived them as better than did the other groups. The middle
response (O.K.—gets the job done) had the highest frequency in each case, with
a mean for all eight groups of twenty-four responses, except for the S & L loan
ofﬁcer, which had a higher response rate for good (slightly knowledgeable).
Real estate agents’ responses regarding how they perceived other real estate agents
and themselves shifted dramatically from their perceptions for the eight signiﬁcant
other groups. Over 65% of the respondents felt that other real estate agents were
good (41.6%), very good (19.4%) or excellent (4.2%). However, when the
respondents rated themselves, the responses again shifted signiﬁcantly. Almost
92% of the real estate agents responding rated themselves good (12.3%), very
good (47.9%) or excellent (31.6%). Only when the real estate agents ranked
themselves did the excellent category ever get more than three responses!
Exhibit 7 summarizes the results when inferior, very poor and poor responses are
combined for all groups, and the same is done for the good, very good and
excellent responses. There is a signiﬁcant difference for all groups between the
combined inferior, very poor and poor responses and the combined good, very
good and excellent responses, except for real estate appraisers and public ofﬁcials.
In all cases, it is positive, except for real estate lawyers, where it is negative. This
means that, on average, real estate agents responding believe that these groupsInquiry into Self Image of Real Estate Agents  161
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Exhibit 8  Overall Professional Image Rankings




Factory Worker 1.4 (1)
Car Salesperson 48.6 (35)
Door-to-Door Salesperson 5.6 (4)
Janitor 2.8 (2)
Total 100.0 (72)
Note: Values in parenthesis are number of respondents.
have a positive view of real estate agents as professionals. The real estate agents
responding also believe that, on average, real estate lawyers have a negative view
of real estate agents as professionals. This is not totally unexpected. If each group
expects, as human nature would predict, others to be similar to themselves, it is
clear that lawyers, with two to four years of graduate school and a graduate degree,
are least likely, of all the groups the respondents were asked about, to be like real
estate agents.
When the respondents were asked to equate the average real estate sales person
(not themselves) to one of seven different professions, the results were as shown
in Exhibit 8. No one thought real estate sales was equivalent to being a doctor.
However, 9.7% (see Exhibit 7) of the respondents thought it was equivalent to
being a lawyer! Almost half (48.6%) equated real estate sales to being a car
salesperson while 31.9% (see Exhibit 23) equated it to being a stockbroker. Car
salesmen and stockbrokers work with people and help people buy and sell major
capital assets, which is similar to what real estate salespeople do, so this is a
somewhat logical result.
In order to ascertain if there were variations in the responses on overall
professional image, the responses were stratiﬁed by age (Exhibit 9), education
(Exhibit 10), income (Exhibit 11), years in real estate sales business (Exhibit 12),
gender (Exhibit 13) and classiﬁcation (Exhibit 14). Examination of these stratiﬁed
results reveals some interesting facts, but nothing that would seem to signiﬁcantly
bias the results.
As shown in Exhibit 9, four of the seven people ranking real estate sales as
equivalent to being a lawyer were over sixty-ﬁve years old and, in general, those
people ranking real estate sales as equivalent to door-to-door salesmen or a janitor








Exhibit 9  Overall Professional Image by Age







25 0.0 0.0 0.0 0.0 0.0 0.0 0.0
26–35 0.0 2.8 1.4 0.0 9.9 2.8 1.4
36–45 0.0 0.0 8.4 1.4 11.3 1.4 1.4
46–55 0.0 1.4 11.3 0.0 12.7 0.0 0.0
56–65 0.0 0.0 9.9 0.0 9.9 1.4 0.0
65 0.0 5.6 0.0 0.0 5.6 0.0 0.0
Total 0.0 9.9 31.0 (22) 1.4 (1) 49.3 (35) 5.6 (4) 2.8 (2)

































































Exhibit 10  Overall Professional Image by Education







Some high school 0.0 0.0 0.0 0.0 1.4 0.0 1.4
High school diploma
or equivalent
0.0 1.4 5.7 1.4 5.1 1.4 0.0
Some college 0.0 1.4 9.9 0.0 12.7 1.4 0.0
Two-year college
degree
0.0 1.4 4.2 0.0 4.2 0.0 0.0
Four-year college
degree
0.0 1.4 4.2 0.0 14.1 1.4 0.0
Some college, no
graduate degree
0.0 1.4 4.2 0.0 5.6 1.4 0.0
Masters degree 0.0 2.8 2.8 0.0 2.8 0.0 0.0
Doctoral degree 0.0 0.0 0.0 0.0 0.0 0.0 0.0
Other graduate degree 0.0 0.0 0.0 0.0 2.8 0.0 1.4
Total 0.0 9.9 (7) 31.0 1.4 (1) 49.3 (35) 5.6 (4) 2.8 (2)







b Exhibit 11  Overall Professional Image by Income
Income Doctor Lawyer Stockbroker Factory Worker Car Salesperson Door-to-Door Salesperson Janitor Total
$10,000 0.0 0.0 1.4 0.0 1.4 1.4 1.4 5.6 (4)
$10,001–$20,000 0.0 1.4 0.0 0.0 4.2 1.4 0.0 7.0 (5)
$20,001–$30,000 0.0 1.4 0.0 0.0 1.4 1.4 0.0 4.2 (3)
$30,001–$40,000 0.0 1.4 4.2 0.0 1.4 0.0 0.0 9.9 (7)
$40,001–$50,000 0.0 1.4 7.0 0.0 7.0 1.4 0.0 16.9 (12)
$50,001–$60,000 0.0 0.0 4.2 1.4 (1) 11.2 0.0 0.0 16.9 (12)
$60,001–$70,000 0.0 2.8 4.2 0.0 2.8 0.0 0.0 9.9 (7)
$70,001–$80,000 0.0 1.4 1.4 0.0 1.4 0.0 0.0 4.2 (3)
$80,001–$90,000 0.0 0.0 2.8 0.0 5.6 0.0 0.0 8.5 (6)
$90,001–$100,000 0.0 0.0 2.8 0.0 1.4 0.0 0.0 4.2 (3)
$100,000 0.0 0.0 2.8 0.0 8.5 0.0 1.4 12.7 (9)
Total 0.0 9.9 (7) 31.0 (22) 1.4 (1) 49.3 (35) 5.6 (4) 2.8 (2) 100.0 (71)

































































Exhibit 12  Overall Professional Image by Years in Business
Years Doctor Lawyer Stockbroker Factory Worker Car Salesperson Door-to-Door Salesperson Janitor
1–5 0.0 0.0 4.2 0.0 12.5 2.8 0.0
6–10 0.0 2.8 1.4 1.4 4.2 0.0 0.0
11–15 0.0 1.4 9.7 0.0 8.3 0.0 1.4
16–20 0.0 1.4 8.3 0.0 9.7 2.8 1.4
21–25 0.0 1.4 2.8 0.0 4.2 0.0 0.0
26–30 0.0 2.8 5.6 0.0 6.9 0.0 0.0
30 0.0 0.0 0.0 0.0 2.8 0.0 0.0
Total 0.0 (0) 9.7 (7) 31.9 (23) 1.4 (1) 48.6 (35) 5.6 (4) 2.8 (2)








Exhibit 13  Overall Professional Image by Gender
Gender Doctor Lawyer Stockbroker Factory Worker Car Salesperson
Door-to-Door
Salesperson Janitor
Male 8.3 (6) 20.8 (15) 1.4 (1) 29.2 (21) 4.2 (3) 2.8 (2)
Female 1.4 (1) 11.1 (8) 0.0 (0) 19.4 (14) 1.4 (1) 0.0 (0)
Total 9.7 (7) 31.9 (23) 1.4 (1) 48.6 (35) 5.6 (4) 2.8 (2)

































































Exhibit 14  Overall Professional Image by Classiﬁcation
Classiﬁcation Doctor Lawyer Stockbroker Factory Worker Car Salesperson Door-to-Door Salesperson Janitor
Salesperson 0.0 (0) 2.8 (2) 12.0 (9) 0.0 (0) 25.4 (18) 2.8 (2) 1.4 (1)
Broker 0.0 (0) 7.0 (5) 19.7 (14) 1.4 (1) 23.9 (17) 1.4 (1) 1.4 (1)
Total 0.0 (0) 9.9 (7) 32.4 (23) 1.4 (1) 49.3 (35) 4.2 (3) 2.8 (2)
Note: Values are percentages except for the values in parenthesis that are number of respondents.168  Webb
Exhibit 15  Image Change in the Last Ten Years
Changes Responses (%)
Improved substantially 12.3 (9)
Improved slightly 52.0 (38)
Stayed about the same 28.8 (21)
Declined slightly 5.5 (4)
Declined substantially 1.4 (1)
Total 100.0 (73)
Note: Values in parentheses are number of respondents.
with no high school diploma ranked real estate sales as equivalent to a car
salesperson or a janitor. Two-thirds of the people with a four-year college degree
ranked real sales equivalent to car sales. Exhibit 11 shows that three of the four
people who ranked real estate sales equivalent to door-to-door sales earn $30,000
per year or less. One of the two people who ranked real estate sales equivalent to
being a janitor earns less than $10,000 per year, while the other person claims to
earn over $100,000 per year! Two-thirds of the people earning $50,000 to $60,000
(10/15), $80,001 to $90,000 (4/6), and over $100,000 (6/9) per year ranked real
estate sales equivalent to car sales.
The two people who ranked real estate sales as being equivalent to a janitor have
been in the real estate sales business eleven to twenty years as shown in Exhibit
12. Two-thirds of the people who have been in the real estate sales business ﬁve
years or less ranked real estate sales equivalent to car sales. Exhibit 13 reveals
that six of the seven people who ranked real estate sales equivalent to being a
lawyer were males and furthermore, that ﬁve of them were brokers (Exhibit 14).
The one person who ranked real estate sales equivalent to being a factory worker
was a male broker and the two people, who ranked real estate sales equivalent to
being a janitor, were both males, but one was a broker and one was a salesperson.
Over the last ten years, about 65% of the respondents believe that the professional
image of the average real estate sales person has improved slightly (52.1%) or
substantially (12.3%). About 30% believe it has stayed about the same (see Exhibit
15).
Changes in Professional Image
When asked what the single most important and second most important thing that
could be done to enhance their professional image, the responding real estateInquiry into Self Image of Real Estate Agents  169
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Require more education before licensing 37.1 6.3
Stricter enforcement of regulations governing
the behavior of RE salespeople
14.3 23.4
Require more continuing education 7.1 14.1
More regulations to govern the behavior of
RE salespeople
4.3 6.3
More political activity 0.0 3.1
More social activity in the community 2.9 4.7
Greater emphasis on morals and ethics 21.4 26.6
Other 12.9 15.6
Total 100.0 (70) 100 (64)
Note: Values are percentages except for the values in parenthesis that are number of respondents.
agents replied as shown in Exhibit 16. By far, the single most important thing
they felt could be done to enhance their professional image was the ‘‘requirement
of more education before licensing’’ (37.1%). The second most important thing
that could be done to enhance their professional image was ‘‘greater emphasis on
morals and ethics’’ (26.6%), followed closely by ‘‘stricter enforcement of
regulations governing the behavior of real estate sales people’’ (23.4%). Almost
no respondents believed that ‘‘more political activity’’ or ‘‘more social activity in
the community’’was the single most or the second most important thing that could
be done to enhance the professional image of real estate sales people.
 Conclusion
Most studies of this type generally end with more new questions than were
answered. This study is no exception. However, the new questions are more reﬁned
and hold more promise for future research efforts. Nevertheless, what has been
learned thus far is important.
First, it would seem that few real estate sales agents are interested in assessments
of the current status of their professional image. This survey and the follow-up
letter were sent via ﬁrst class mail with a cover letter from the State Superintendent
of Real Estate. Still the response rate was at the low end of the acceptable range
for survey research. Perhaps the short-term requirements of earning a living in a170  Webb
commission-based compensation environment precluded many from taking the
time to complete and return the questionnaire.
Next, it seems that a real estate sales agent, as evidenced by the respondents to
this survey, believe that real estate lawyers have a decidedly negative view of them
as professionals, relative to home buyers, home sellers, bank loan ofﬁcers, S & L
loan ofﬁcers, real estate appraisers, the general public and public ofﬁcials.
However, lawyers are often in competition for the same business as real estate
salespeople, which may partially explain this. The responding real estate agents
also have a better opinion of other real estate agents’ professional image than any
of the groups mentioned above. Finally, by a wide margin, the responding real
estate agents believe that virtually all of them (67 of 73) have a professional image
that is good (above average) to excellent. It is possible that there was a self-
selection bias for the respondents and only the best real estate sale agents
responded? However, no justiﬁcation for this conclusion is evident in the survey.
From the list of professions provided in the survey, over 8% of the respondents
identiﬁed either car salesperson (48.6%) or stockbroker (31.9%) as the profession
whose professional image was closest to that of real estate sales agents. However,
almost 10% of the respondents chose lawyers! Is the professional image of lawyers
better or worse than car salesmen and stockbrokers? It’s not clear in this context.
Since car salesmen and stockbrokers assist people in buying and selling major
capital assets, these seem to be logical choices. Of course, this study could be
criticized for not providing a longer, more detailed list of professions to choose
from.
It is clear that the single most important thing that could be done to enhance the
professional image of real estate sales agents, in the opinion of the respondents,
is to require more education before licensing (37.1% and 6.3%  43.4% most
and second most, respectively). The second most important thing the respondents
felt could be done to improve the professional image of real estate sales agents
was a greater emphasis on ethics and morals (21.4% and 26.6%  48.0% most
and second most, respectively). However, this was followed at an insigniﬁcantly
small distance by ‘‘stricter enforcement of regulations governing the behavior of
real estate sales people’’ (14.3% and 23.4%  27.7% most and second most,
respectively). Other suggestions for the improvement of professional image
included ‘‘better public relations,’’ ‘‘raise dues to eliminate part-timers,’’ ‘‘more
training’’ and ‘‘better, not more, continuing education.’’
Almost no one thought more political activity or more social activity in the
community would improve the professional image of real estate sales agents. Does
this mean that the REALTORS’ political action committee promotions and the
numerous community activities promoted by local boards of REALTORS are
adding little to the professional image of real estate agents? Perhaps these activities
are not viewed as being determinants of professional image. This study cannot
answer these questions.Inquiry into Self Image of Real Estate Agents  171
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Finally, one last caveat must be discussed. This study must be regarded as a pilot
study. It attempts to empirically ascertain some concepts that are often discussed,
but which are little understood. The discussion of many of these concepts often
produces a lot of heat, but not much light. Nevertheless, hopefully this study has
helped narrow and deﬁne the focus of future research efforts on the professional
self-image/image of real estate agents.
 Appendix: Questionnaire
 I. General Information
1. How many years have you been actively involved in the real estate sales
business?
[ ] 1–5 years
[ ] 6–10 years
[ ] 11–15 years
[ ] 16–20 years
[ ] 21–25 years
[ ] 26–30 years
[ ] Over 30 years
2. What is your geographical location?
[ ] Northeast Ohio
[ ] Northwest Ohio
[ ] Central Ohio
[ ] Southwest Ohio
[ ] Southeast Ohio
3. What is your classiﬁcation?
[ ] Salesperson
[ ] Broker
4. What is your afﬁliation?
[ ] REALTOR or REALTOR Associate
[ ] Realtist
[ ] Non-REALTOR/Realtist
5. What is your gender?
[ ] Male
[ ] Female
6. What is your age?
[ ] Under 25 years old
[ ] 26–35 years old
[ ] 36–45 years old
[ ] 46–55 years old
[ ] 56–65 years old
[ ] Over 65 years old172  Webb




[ ] Other (Please specify)
8. Approximately what is your household’s income from all sources?
[ ] Less than $10,000 per year
[ ] $10,001 to $20,000
[ ] $20,001 to $30,000
[ ] $30,001 to $40,000
[ ] $40,001 to $50,000
[ ] $50,001 to $60,000
[ ] $60,001 to $70,000
[ ] $70,001 to $80,000
[ ] $80,001 to $90,000
[ ] $90,001 to $100,000
[ ] Over $100,000
9. What is the highest level of education you have attained?
[ ] Some high school, but no diploma
[ ] High school diploma or equivalent
[ ] Some college, but no degree
[ ] Two-year college degree
[ ] Four-year college degree
[ ] Some graduate college, but no graduate degree
[ ] Masters degree (M.S., M.B.A., etc.)
[ ] Doctoral degree (Ph.D., Ed.D., etc.)
[ ] Other graduate degree (J.D., etc.)
[ ] Other (Please specify)
10. Approximately how many hours a week do you work in the real estate sales
business?
[ ] Less than 10 hours a week
[ ] 11 to 20 hours a week
[ ] 21 to 30 hours a week
[ ] 31 to 40 hours a week
[ ] 41 to 50 hours a week
[ ] 51 to 60 hours a week
[ ] Over 60 hours a week
 II. Professional Image Section
1. Professionally, the average real estate sales person (not you) is regarded by
the average HOME BUYER as which of the following? (Check only one)
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[ ] Very Poor (Barely Competent)
[ ] Poor (Slightly Incompetent)
[ ] O.K. (Gets the Job Done)
[ ] Good (Slightly Knowledgeable)
[ ] Very Good (Generally Knowledgeable)
[ ] Excellent (Very Knowledgeable)
2. Professionally, the average real estate salesperson (not you) is regarded by
the average BANK LOAN OFFICER as which of the following? (Check only
one)
[ ] Inferior (Generally Incompetent)
[ ] Very Poor (Barely Competent)
[ ] Poor (Slightly Incompetent)
[ ] O.K. (Gets the Job Done)
[ ] Good (Slightly Knowledgeable)
[ ] Very Good (Generally Knowledgeable)
[ ] Excellent (Very Knowledgeable)
3. Professionally, the average real estate salesperson (not you) is regarded by
the average REAL ESTATE LAWYER as which of the following? (Check
only one)
[ ] Inferior (Generally Incompetent)
[ ] Very Poor (Barely Competent)
[ ] Poor (Slightly Incompetent)
[ ] O.K. (Gets the Job Done)
[ ] Good (Slightly Knowledgeable)
[ ] Very Good (Generally Knowledgeable)
[ ] Excellent (Very Knowledgeable)
4. Professionally, the average real estate salesperson (not you) is regarded by
the average REAL ESTATE APPRAISER as which of the following? (Check
only one)
[ ] Inferior (Generally Incompetent)
[ ] Very Poor (Barely Competent)
[ ] Poor (Slightly Incompetent)
[ ] O.K. (Gets the Job Done)
[ ] Good (Slightly Knowledgeable)
[ ] Very Good (Generally Knowledgeable)
[ ] Excellent (Very Knowledgeable)
5. Professionally, the average real estate salesperson (not you) is regarded by
the average S&L LOAN OFFICER as which of the following? (Check only
one)
[ ] Inferior (Generally Incompetent)
[ ] Very Poor (Barely Competent)
[ ] Poor (Slightly Incompetent)
[ ] O.K. (Gets the Job Done)
[ ] Good (Slightly Knowledgeable)174  Webb
[ ] Very Good (Generally Knowledgeable)
[ ] Excellent (Very Knowledgeable)
6. Professionally, the average real estate salesperson (not you) is regarded by
the average MEMBER OF THE GENERAL PUBLIC as which of the
following? (Check only one)
[ ] Inferior (Generally Incompetent)
[ ] Very Poor (Barely Competent)
[ ] Poor (Slightly Incompetent)
[ ] O.K. (Gets the Job Done)
[ ] Good (Slightly Knowledgeable)
[ ] Very Good (Generally Knowledgeable)
[ ] Excellent (Very Knowledgeable)
7. Professionally, the average real estate salesperson (not you) is regarded by
the average HOME SELLER as which of the following? (Check only one)
[ ] Inferior (Generally Incompetent)
[ ] Very Poor (Barely Competent)
[ ] Poor (Slightly Incompetent)
[ ] O.K. (Gets the Job Done)
[ ] Good (Slightly Knowledgeable)
[ ] Very Good (Generally Knowledgeable)
[ ] Excellent (Very Knowledgeable)
8. Professionally, the average real estate salesperson (not you) is regarded by
the average PUBLIC OFFICIAL as which of the following? (Check only one)
[ ] Inferior (Generally Incompetent)
[ ] Very Poor (Barely Competent)
[ ] Poor (Slightly Incompetent)
[ ] O.K. (Gets the Job Done)
[ ] Good (Slightly Knowledgeable)
[ ] Very Good (Generally Knowledgeable)
[ ] Excellent (Very Knowledgeable)
9. Professionally, how do you regard the average real estate salesperson (not
yourself)? (Check only one)
[ ] Inferior (Generally Incompetent)
[ ] Very Poor (Barely Competent)
[ ] Poor (Slightly Incompetent)
[ ] O.K. (Gets the Job Done)
[ ] Good (Slightly Knowledgeable)
[ ] Very Good (Generally Knowledgeable)
[ ] Excellent (Very Knowledgeable)
10. Professionally, how do you regard yourself? (Check only one)
[ ] Inferior (Generally Incompetent)
[ ] Very Poor (Barely Competent)
[ ] Poor (Slightly Incompetent)
[ ] O.K. (Gets the Job Done)Inquiry into Self Image of Real Estate Agents  175
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[ ] Good (Slightly Knowledgeable)
[ ] Very Good (Generally Knowledgeable)
[ ] Excellent (Very Knowledgeable)
11. The overall professional image of the average real estate salesperson is closest




[ ] Factory Worker
[ ] Car Salesperson
[ ] Door-to-Door Salesperson
[ ] Janitor
12. Over the last ten years, what has happened to the professional image of the
average real estate salesperson?
[ ] Improved substantially
[ ] Improved slightly
[ ] Stayed the same
[ ] Declined slightly
[ ] Declined substantially
13. What do you believe is the ONE MOST IMPORTANT thing that could be
done to enhance the professional image of the average real estate salesperson?
(Check only one)
[ ] Require more education before licensing.
[ ] Stricter enforcement of regulations governing the behavior of real estate
salespeople.
[ ] Require more continuing education.
[ ] More regulations to govern the behavior of real estate salespeople.
[ ] More political activity.
[ ] More social activity in the community.
[ ] Greater emphasis on morals and ethics.
[ ] Other (Please specify)
14. What do you believe is the SECOND MOST IMPORTANT thing that could
be done to enhance the professional image of the average real estate
salesperson? (Check only one)
[ ] Require more education before licensing.
[ ] Stricter enforcement of regulations governing the behavior of real estate
salespeople.
[ ] Require more continuing education.
[ ] More regulations to govern the behavior of real estate salespeople.
[ ] More political activity.
[ ] More social activity in the community.
[ ] Greater emphasis on morals and ethics.
[ ] Other (Please specify)176  Webb
 III. Miscellaneous Section
Please use this space to convey to me any and all details about the professional
image of real estate salespeople that was not covered adequately in the earlier
sections, or to make any comments you wish. Thank you.
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